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Rough Notes Magazine Index for 1980 


ADDING NEW PRODUCERS 
Present Total Agency Picture ...Bill H. Berry, August 
Goal of Enlarging Sales Force is 
Future Agency Growt 
Producers Increase Business When Promised 
Part-Ownership .R. J. Campbell, August 2 
Experience Eases Transition from 


Banker to Producer Walter J. Kemper, August : 


ADVERTISING 

Advertising for the Independent Agent 

in the '80s. 
Agent “TV Stars” Project Favorable Image . Richard L. Doyle, March : 
Identify Personal Characteristics to 

Establish a Solid Identity 
Reinforce Customer Relations Through 

Facilities Brochure 
A Well-Rounded Program for Agents Who Care 
Selling a New and Better Agency 


Richard L. Doyle, April 


-Richard L. Doyle, May 26 
Richard L. Doyle, June ¢ 
William M. Kurtz, June 
Establishing a Single Image for American 
REE BOR . cexcausesuskbubenrcessasi'es Louis D. Riker, CPCU, CLU, June 3: 
Agency Radio Open Line Show is 
Informative Advertising Aid -Robert K. Hoecker, June ¢ 
Funding Problems Resolved With 
Coordinated Programs ...... Richard L. Doyle, July 2 
Trade Shows: Unique Sales Opportunity.... Richard L. Doyle, August : 
Specialty Giveaway Items Require 
Careful Selection Richard L, Doyle, September 3: 
Some Commonly Asked Questions and Answers 
About Advertising Richard L. Doyle, October 36 
Sefecting an Advertising Agency Richard L. Doyle, December 


AGENCY CONSOLIDATIONS 
Do Homework Before a Merger 


Several Advantages Obtained Through 
Unanticipated Merger 


.-Marshall C. Clark, September 2 


Jack Coleman, September 
Increase Agency Efficiency Through 
Merger & Acquisition Kenneth D. Pollack, September : 
Merger Can Be Key to a Small Agency’s Survival ..Oran Means, September : 
Building Small Town Agency Presents 
a Unique Challenge Kenneth W. Brion, September 
The Clinic—Savings Achieved by Merger Rene G. Wetzel, CPCU, October ‘ 
Agency Committed to Growth through 
Production and Merger . unis C. Payne, November 
AGENCY MANAGEMENT 
Personnel—Management Interplay Creates Smooth 
Agency Operation 
Well Defined Responsibilities Key 
to Agency Success..... 


S. Wyman, Jr., January 22 
Richard W. Eastman, January 2: 
Employee Motivation Achieved Through Human 
Agency System 
Create Professional Staff Through 
Education and Trust .... 


The Clinic—Switch to Automation Solves 
Efficiency Dilemma 


-Ronald W. Nalbandian, January : 
John F. O'Reilly, CPCU, January ¢ 


Harland L. Klipstein, CPCU, January : 
Efficiency Briefs—A Variety of Suggestions 
for Management Planning January 32 
February 44 
March 36 
April 26A 


Efficiency Briefs—Further Guidelines for Successful Management 
Efficiency Briefs—Management Guidelines—Part 3 .... 
“What It Costs” Questionnaire 
Vhe Clinic—Decentralized Departments—Production 
Oriented Concept ins CANONS M. Dow Dunn, April 27 
Efficiency Briefs—Controlling Your Staff Has a 
Positive & Negative Side il 38 
Efficiency Briefs—Sampling of E & O Court Cases 
Demonstrates Need for Caution ay 36 
Efficiency Briefs—Strive for Word Power in Written Communications..... . 38 
Efficiency Briefs—Book Discusses Changes Involved in 
Assuming Supervisory Position 
Efficiency Briefs—Define Leadership Patterns To 
Avoid Management Problems........................- 
Efficiency Briefs—Management Authorities Give Helpful 
Suggestions on Dealing with Employees ........................0.0005 October 
The Clinic—Checklist Will Help Agents 
Control Account Receivables........... 


August : 


September : 


December % 


Efficiency Briefs—Office Procedures Manual: First Step 
in Avoiding E&O Problem 


December 36 


COLLECTIONS 
Follow Payment Practices of Direct Writers .... 


Design Accounting System to Handle 
Delinquent Payments 


....-Norman E. Johnson, April 22 


Barbara Brown, April 2: 
Simple Collection Procedures Create 


Office Harmony . ....Robert N. Cleveland, Jr., CLU, April 24 


54 


Roger G. Bond, August 27 


..Richard L. Doyle, February 36 


“Payment Up Front” a Must to Assure 
Agency Stability William A. Reisert III, April 25 
Aggressive Collections Policy Minimizes 
Accounts Receivable William M. Hill, April 26 
Successful Collections Depend on 
POMPITUNE SOONG «5 cicivic can wndcednuswecsstscane Warren F. Chisholm, Jr., May 84 


COMMERCIAL LINES 


The Forum—Personal Injury Liability Coverage: 
A Business Insurance “Must” Roy C. McCormick, January 18 

Strengthen Sales Through 
Selective Marketing 

Commission Level Increased by Stable, 
Long-Term Accounts 

Establish Solid Foundation of 
Service and Protection 

Uncomplicated Approach Aids Growth of 
Small Agency 


James A. Cotter, CPCU, February 30 
Alex B. Sharpe, February 31 
John J. Lawless, February 32 


Richard P. Love, Jr., February 33 
Working Knowledge of Client Enhances 
Agency Image Daniel R. Lankford, February 34 
The Forum—Condominium Coverage Problems 
Resolved in Revised SMP Policy Roy C. McCormick, February 16 
Commercial Lines Selling Reduced to Four Elements Ken Baker, April 76 
The Forum—Highlights of Coverage Changes in 
Revised SMP Program 
Define and Meet Specific Objectives in 
Selling Proce 


Roy C. McCormick, April 18 
Richard Badertscher and 

Charles S. Quilhot, October 27 
Commercial Lines Development Achieved by 

PN: HN vc 5 osecasscncuseedetecware J. Bruce Cochrane, CIC, October 28 
Communication with Prospect—Key to Small 

Ne ee Robert Wiseman, October 29 
Servicing Retail Risks & Sharing in 

Their Growth 
Step by Step Procedure for Insuring 

I MED siacsckin scar vanscdbass<ecce John Robert Kissling, Jr., October 31 
Acquiring and Maintaining the Client's 

Total Account 


Ronald J. Fullenkamp, CPCU, October 30 


James D. Holdread, CPCU, October 32 
Consider Yourself an Employee of Your 

oe a Se errr ree Howard P. Roller, October 74 
The Forum—Employers Non-Ownership Auto 


Liability is Essential Protection Roy C. McCormick, October 18 


EDITORIALS 


Big Ad Dollars to Boost the “Big I” Thomas A. McCoy, January 6 
Time to Reexamine Personal Lines Needs .......... Thomas A. McCoy, February 6 
Agent Has Economic Advantages Thomas A. McCoy, March 6 
Agency Cost & Profit Study is 
Valuable Management Tool Thomas A. McCoy, April 6 
Beets Wi GG OE i ncaa cavnwacensat scevsaxsusweneuese Thomas A. McCoy, May 6 
An Agent's Political Responsibilities .................... Thomas A. McCoy, June 6 
Personal Lines Service in a Changing Era Thomas A. McCoy, July 6 
Thomas A. McCoy, August 8 
Thomas A. McCoy, September 6 


What is the Future of Agency Franchises? 

Agent Associations Show Their Stuff 

Company Presidents Confront Long-Term 
Changes in the Economy Thomas A. McCoy, October 10 

“Third Wave” Is Reason For Independent 
Agent Optimism 

Agents and Other Professionals Reflect on the 
End of the Year 


Thomas A. McCoy, November 10 


Thomas A. McCoy, December 6 


EXCESS, SURPLUS AND SPECIALTY LINES 

Independent Insurers Release Paper on 

Non-Admitted Insurers 
D & O Liability Program 

Protects Outside Directors ...................0000055 Gail A. Hayes, February 
Specialty Market Outlook—1980 Wallace L. Clapp, Jr., CPCU, March 
Growing With a Growing Market— 

SRGRNRNG TIIOUS 5 in 45din's 04.00 3554554 Se wengenen A. T. Pratt, Jr., March 
Knowledge of E & S Market is Agency 

Growth Mechanism 
“Hit Them Where They Ain't!” 
Unveiling the Mystery of the E & S Market Risk 
Full Service Concept Requires E & S 


Wallace L. Clapp, Jr., CPCU, January 


Dwight D. Bagwell, March 
Richard T. White, March 5 
Joseph A. York, March 
Homer P. Berlin, March 
Selective Use of E & S Lines Boosts Agency Volume ...Ted F. Maznicki, March 
E & S Lines Play Major Role in the “Oil Patch” Robert F. Bentley, March 6 
No Such Thing as an Uninsurable Risk Dean Rothschild, March 7 
Compete With the Big Guys—Use Surplus 

Re er ee ree 8 Dan B. Hauff, March 7: 
Judging When to Use Excess 

errr Larry H. Heller, CPCU, March 
Windstorm Area, Oil Field Risks Presents Challenge George Rome, March 
Hard-to-Place Risks? Shop Excess Store ................ J. Howard Hall, March $ 
Try Competitive Marketing With Excess and 


Nonstandard Lines C. Fred Morgan, March 96 


ROUGH NOTES 





James H, Bryson, March 100 ,ocation Choice Enhances Growth Prospects J. M. Collins, November 38 
( Brent D. Wilcock, March 104 New Office Includes Good Points of 

fE & S Line Prior Facility Joseph J. Naples, November 40 
Agency Too fobert B tes, Marck Decor Conveys Heritage, Vitality Joseph H. Kilgore, November 42 

lard Market Rate Changes Creat fc Careful Layout Planning, Furni 
pecialty Market 3 negay, Marct 2 Pays Off Steve W. Grantham, November 44 
ng a New Agency th F et nkauf, April Young Firm Can Benetit fron tice Expansion garry W. Wilson, November 46 
thD&é&O tir 


Surv 
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PERSONAL LINES 


nes as a Building Block 
Robert J. Wright, February, 64 
é . »s Need for HO Dep 
Forgery Coverage Roy C. McCormick, March 20 
Homeowners Policies Available for Houses 
Bought on Cor Roy C. McCormick, May 18 
Large Persona ! olume Handled Without 
Direct Bill Gary R. Emerson, June 36 
Make Sure Clients Understand Renewal 
-olicy Restrictions Roy C. McCormick, June 18 
Revised Personal Auto Policy Introduced ir 
se Expens overag ts st of Resisting ; Additional State Roy C. McCormick, September 21 
nder Offers ane I Having Separate Department Promote W. A. Mitchell and 
Agency Growtt Maureen O'Reilly, November 28 
ines Ser 


al Accounts Steven R. Kuhnmuench, November 29 


GENERAL ae tenees 


iness Ellyn W. Sammis, November 30 


Partnershiy sru ar nuary 5 omeowners Policy Eligibility Extends to 


Roy C. MeCormick, November 22 


| Service With a 


Jerry Swanson, December 52 


PROFESSiONAL DEVELOPMENT 

Using the Elements of Power to Help 

Meet Your Goals ’. McCullough, January 68 
NAIW Goals Illustrate Pattern for Progress ose V. McCullough, February 70 
Measuring Your “Awareness” Can Help You 

Reach Goals Rose V. McCullough, March 142 
Basic Winning Criteria iit 

Success Potential Rose V. McCullough, April 84 
Changing Your Behavior r 

Overcoming Fear Rose V. McCullough, May 94 
Rearrange ties fe 

Effective Managemer Rose V. McCullough, June 76 
Increase Employee Productivit) 

ositive Expectancy Rose McCullough, July 54 

| You Rose V. | illough, August 52 
Against Negat ve TI 

Your Career Rose McCullough, September &6 
Four Guidelines for Becoming More 

Helpful to Associates Rose J illough, October && 
Maintaining Proper Balance Curbs 

Stressful Situations llough, November 78 
Reexamine 


llough, December 60 


REBUILDING COST CHARTS 
Cost to Rebuild this Spring March 146 
Cost to Rebuild this Summer May 100 
Cost to Rebuild this Fall August 58 


Cost to Rebuild this Winter November 70 


RETAINING BUSINESS 


etter Explains 


MODERNIZING THE 


DECEMBER, 1980 








